
 

January 2014 Newsletter December 2013 Results 

JERI REUM $1,817.00 STAR $583.00 $1,183.00 $1,783.00 $2,983.00 

NANCY CARTER $416.00 $1,384.00 $1,984.00 $2,584.00 $3,184.00 $4,384.00 

On Target Star Consultants 
                                                              Current                     —Wholesale Production Needed—-   
          Consultant Name                      Wholesale                          for Star    

                                                          Production     Sapphire       Ruby         Diamond           Emerald         Pearl 



 

 Mikayla J. Beck $1,962.75 

 Jeri L. Reum $1,817.00 

 Shante N. Hill $1,289.25 

 Nancy Carter $416.00 

 Ginger L. Birkenfeld $398.00 

 Brittany A. Jarman $383.50 

 Mary N. Cornelius $363.00 

 Dalia H. Lira $340.50 

 Lenae L. Speer $330.50 

 Ashley Cherai $266.00 

 Felicia E. Baker $233.00 

 Julie M. Mobley $226.50 

 Destiny Carter $225.50 

 Christy D. Poe $222.50 

 Nancy Young $217.50 

 Joni L. Hall $203.00 

 Jill M. Castro $200.00 

 Crystal F. Lovvorn $158.00 

 Adrienne Luster $138.00 

 Catrina L. Berner $125.00 

 Alex M. Mashburn $115.00 

 Kristin N. Craft $114.00 

 Nicole K. Wesley $108.75 

 Nicole Young $97.00 

 Ashley R. Wilhite $93.00 

 Kirsty M. Ray $93.00 

 Megan O. Peeks $75.00 

 Kelsey D. Baker $54.50 

 Pamela D. Carter $35.00 

 Amy M. Gahman $18.00 

Congratulations  
on investing in your business last month!  

Welcome to our Team!  

 New Consultant              From                               Sponsored by 

 Jeri L. Reum TULSA, OK N. Carter 

 Nancy Young STILLWATER, OK N. Young 

5 WAYS TO SELL 

Developing your customer base through product     

marketing is key to building your business -- and 

that can help you start earning money right away.  

With a solid customer base established, you'll have a 

strong foundation for your business as well as a 

source for finding potential new team members.  

Remember, women want the products you have to 

sell.  So it’s a good idea to be accessible and contact 

your customers often to remind them of what you 

have to offer -- great products, convenience and  

personalized service. 

 

There are five suggested ways to market products. 

1. On the Face -  Skin care classes and facials 

2. On the Go - Quick and easy, 15-minute              

appointments 

3. Online - Sales through your Mary Kay® Personal 

Website 

4. On Paper - Sales through catalogs and brochures 

(Preferred Customer Program mailings, The Look, 

Beauty Book, etc.) 

5. On With the Show - Parties that preview product 

sets (collection previews, open houses) 

 

It’s a great idea to employ a full-circle strategy by   

incorporating multiple ways to market products in your 

service-oriented relationship with the customer. 
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Mary Kay Queen’s Court of Sharing 
Qualify for your Diamond Bumble Bee from Mary Kay Inc. by reaching 24 Qualified New Recruits 7/01/2013-6/30/2014 

 

See you at the TOP 

  1 Nancy Carter $6,349.50 $2,415.00 $8,764.50 

  2 Shante N. Hill $7,383.00 $484.00 $7,867.00 

  3 Nicole K. Wesley $7,237.00 $0.00 $7,237.00 

  4 Nicole Young $7,047.00 $171.00 $7,218.00 

  5 Kristin N. Craft $6,595.00 $221.00 $6,816.00 

  6 Megan O'Brien $4,097.50 $2,042.00 $6,139.50 

  7 Pamela D. Carter $4,368.50 $1,763.00 $6,131.50 

  8 Courtney M. Christie $5,163.00 $0.00 $5,163.00 

  9 Kirsty M. Ray $4,579.00 $403.00 $4,982.00 

  10 Mikayla J. Beck $4,479.50 $0.00 $4,479.50 

  11 Lenae L. Speer $3,879.00 $354.00 $4,233.00 

  12 Jeri L. Reum $4,070.00 $0.00 $4,070.00 

  13 Ginger L. Birkenfeld $3,612.00 $187.00 $3,799.00 

  14 Julie M. Mobley $2,093.00 $485.00 $2,578.00 

  15 Adrienne Luster $2,328.00 $0.00 $2,328.00 

  16 Amy M. Gahman $1,622.00 $619.00 $2,241.00 

  17 Megan O. Peeks $2,123.00 $60.00 $2,183.00 

  18 Crystal F. Lovvorn $1,786.50 $382.00 $2,168.50 

  19 Ashley D. Friend $1,506.00 $576.00 $2,082.00 

  20 Jill M. Castro $1,839.00 $205.00 $2,044.00 

Mary Kay Queen’s Court of Sales 
Achieve at least $36,000 in Retail production during the contest year 7/01/13-6/30/14 & earn your Diamonds  

  1 Kirsty M. Ray 2 $196.49 

  2 Kristin N. Craft 1 $112.67 

  3 Shante N. Hill 1 $92.56 

  4 Lenae L. Speer 1 $76.29 

  5 Nicole K. Wesley 1 $73.41 

  6 Nancy Carter 1 $72.68 

  7 Nicole Young 2 $66.70 

  8 Ashley R. Wilhite 1 $24.92 

  

              Name                                    Seminar                  Earned Recruit 

          Qualified                   Commission 
          Recruits                          Credit 



 

Spotlight On Team Building 

Mary Kay Love Check 

Growing Your Team 

4% Recruiter Commission Level 

 Kirsty M. Ray $103.41 

 Nancy Carter $72.68 

 Kristin N. Craft $16.64 

 Destiny Carter $13.62 

 Nicole Young $11.70 

 Jill M. Castro $10.64 

 Ginger L. Birkenfeld $9.06 

 Nicole K. Wesley $4.60 

 Lenae L. Speer $1.40 

  Name                          Recruits 
 Nicole Young 1 
 Nancy Carter 1 

* Denotes Inactive Status 

  Star Team Builders 

 

  Recruiter :Ginger L. Birkenfeld 

     Yolanda J. Haney 

     Julie M. Mobley 

     Lisa J. Smith 

 

  Recruiter :Kirsty M. Ray 

     Mikayla J. Beck 

     Catrina L. Berner 

     Kristin N. Craft 

     Brittany A. Jarman 

   * Talitha J. Moser 

   # Sprite L. Always 

   # Macy R. Cartwright 

   # Kiara L. Moss 

 

  Recruiter :Nicole Young 

     Ashley D. Friend 

     Megan O. Peeks 

     Nancy Young 

 

 

  Senior Consultants 

 

  Recruiter :Destiny Carter 

     Dalia H. Lira 

   # Ambrosia M. Sisco 

   # Amber Tumleson 

 

  Recruiter :Nancy Carter 

     Jeri L. Reum 

 

  Recruiter :Jill M. Castro 

     Ashley Cherai 

   # Amber D. Davis 

   # Kaimia McLemore 

   # Janessa D. Rosenow 

 

  Recruiter :Kristin N. Craft 

     Nancy Carter 

 

  Recruiter :Lenae L. Speer 

     Pamela D. Carter 

 

  Recruiter :Nicole K. Wesley 

     Alex M. Mashburn 

     Megan O'Brien 



 

 

Successful Women Achieving Greatness 

Earn your SASSY RED SHOES…. 

When you have 2 NEW Active Team Members: 

Select your Red Shoes from 3 heel heights & 2 styles 

But hurry and get #3 so your shoes will still be available!! 

When you have 3 NEW Active Team Members: 

You will arrive in RED at your Red Jacket Celebration!!  
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10 Career chats  

(Director must follow up with all surveys to count) 

 

   1.____________________________     2.___________________________ 

   3.____________________________     4. ___________________________ 

                     5 ____________________________      6.___________________________ 
 

                     7 ____________________________      8.___________________________ 
 

                     9. ____________________________    10.__________________________      

(tracking sheet must be turned in by the 3rd of the month ) 

Hostess Name:                        Ph #                 Date                   # of Guests             Sales             Bookings            Interviews  

CADDY CLUB 

10 Parties (30 Faces)  &  10 Career Chats  
OR 

$600 Wholesale (accumulative) 
OR 

ALL New Consultants for the Month 

 

 

Earn Your Invitation to the “Mystery” Caddy Club Event 



 



 

Notes: If they are not home, hang up 
and call back later. After calling three 

times and still not reaching them, 
leave a message and ask them to call 
you. If they do not call, keep calling 

until you reach them. Cell phone numbers are 
great to have. When you call 

them on their cell, do not leave a message; 
they will not know who you are 

when they see the number and they 
will definitely call you back to find out. 

Without a doubt the 
best time to reach the most 

people at home is on Saturdays 
between 4pm and 7pm. If they do 

errands on Saturday, they get home 
between those times. If they are going 
out that night, they are home getting 

ready. I can call for 2 hours each night 
four days a week a total of 8-10 hours 

and still reach by far more people 
4-7 on Saturday night 
during those 3 hours. 

Make the Most of Your PCP 

Be sure and get your 
customer’s work and cell 
number. If she puts it on her 
profile then it is OK for you to 
call her at work. If it is not OK 
for you to call her at work, she 
will not put her work number 
on the profile or give it to you 
when you ask. Once she has 
given you her work number 
you do not have to ask her if it 
is OK for you to call her there. 
When you call, say, “I know I 
have reached you at work, so I 
will only take a minute; can you 
spare a minute right now, or 
what time should I call you 
back?” 
 
Having every customer on 
your Preferred Customer  
Program is a must. This      
creates the best reasons      
possible to stay in touch with 
your customers by phone. It is 
so simple. It automatically 
gives you a reason to call your 
customers and helps you to 
know what to say. 

Call your customer three to four 
days after you have facialed her to 
ask her how she likes the products 
and if she has any questions. Then 
share with her, “Mary, I would like to put 
you on my Preferred Mailings which    
entitles you to specials and gifts with     
purchase and lets you be the first to know 
what is new in skin care and color--putting 
you on the cutting edge of personal care. I 
know you would want that.” 
 

Call her the first quarter just      
before you enroll her on your PCP 
and say, “Hi Mary, this is Barbara with 
MK; have you got a minute? Great, I am 
putting together a special mailing and I 
wanted to touch base with you to make sure 
I have your address correct. I wouldn’t 
want someone else to get your specials.” 
Check her address and say, “I am     
preparing it now and I will get back with 
you once it is in the mail so you can be on 

the lookout for it.” After her first   
quarter say, “I’m just checking to see     
if you are still at this address. I do my     
mailing third class and it is not             
forwarded, so you would miss the specials 
unless I have your new address.” They 
usually laugh and say something like, 
“Yes, I’m still here, I’m not going         
anywhere.” 
 
 

Call her after the mailing has 
gone out and say, “Hi Mary, this is 
Barbara with MK, have you got a   
minute? I wanted to make sure you 
received the new Look Book. 
Remember, I send it third class and the 
post office does not return it if I do not 
have the correct address on it. Did you 
get it?” Wait for an answer, then 
say; “Have you had a chance to look at 
it yet?” If they say no, I say; “Would 
you mind getting it out; I have      
something exciting to share with you. 
Turn to page____ and check out the 
sample of the ______. Some of my   
customers have missed it, and I didn’t 
want that to happen to you.” At this 
time I share some information 
about the product. 
 

By: Barbara Whitaker 



 

Birthdays                   Day 

Amanda R. Crow 2 

Rachel D. Ellis 6 

Crystal F. Lovvorn 7 

Ginger L. Birkenfeld 11 

Roxanne C. Guthrie 12 

Nancy Carter 13 

Adrienne Luster 17 

Felicia E. Baker 26 

It’s a Special Celebration 

Dates to Remember 

Anniversaries         Years 

Lisa J. Smith 2 

Destiny Carter 2 

Brenda Mondragon 1 

Pattsy J. Woodcock 1 

Debra H. Hudgins 1 

Jessica L. Espinoza 1 

Ashley D. Woodcock 1 

Brittany L. Dunn 1 

Bridgette N. Wilson 1 

Raechell L. Snake 1 

Carolyn J. Boland 1 

 

 “It is important for you to have 
a goal. You simply can’t get 

there if you don’t know where 
you are going! Begin to build in 
your mind a dream. Then write 

it down and make your goal   
realistic. Aim high enough that 

you will have to stretch your 
ability and your potential to 

reach it.” 

Words of Wisdom 



 

Special Delivery for 




